cess one step further and screen unsuccessful, but still
responsive, contractors. Thus, a Navy competition advo-
cate can use a contract number in the database to identify
an Air Force contracting officer who awarded one or
more contracts of interest. The Air Force official knows
which firms besides the awardee were responsive to the
solicitation. Such information broadens the base of pos-
sible sources for the Navy compel it ion advocate, who can
approach these newly identified candidates to determine
their interest.

In the commercial sector, buyers regularly conduct
market research in the equities and commodities markets
and in markets for durable goods such as houses and
automobiles. Corporate materials managers do so as
well, though they may call it sourcing. Granted, we usu-
ally define market research from the seller's standpoint,
but the information and techniques vary little from one
side of the market to the other.

Oh/ection:The DD350 database captures only prime
contractors and thus misses a major part of the market.

The mere fact that a major prime contract is let noncompetitively

does not mean that the contractor is performing

work on it in a noncompetitive market; nor does it mean

that the price does not reflect competitive pressures,

A final and important step involves contractors who
may have answered the solicitation or are otherwise
known to the Air Force contracting officer, for example,
but whom that service did not consider responsive and
responsible. These contractors may nonetheless be good
prospects for meeting requirements for quality, delivery,
and price, and the Navy can perhaps bring them into the
vendor base over time. If this or any of the preceding
actions produces a competitive situation where none
existed before, it will increase DoD's opportunities for
obtaining best value on future purchases.

As is the case with other suggestions for tapping pre-
viously underused resources, the devil's advocates
demand a hearing. The following objections are most
likely; none of them is telling.

Objection: If it really can work, why didn't someone
think of using the DD350 database for market research
before?

Response; Sophisticated contractors already have and
do employ user-friendly versions supplied by commercial
information vendors such as Data Resources Incorpo-
rated. The seller, however, is not the only party who can
benefit from market research, even though the seller may
be the most familiar user for such research in the consu-
mer economy. There, the seller takes the initiating role
and follows through with advertising and sales. In the
past, the Department of Defense has not had a compre-
hensive and effective mandate to find additional sources
and to seek out new technologies in the aftermarket. W ith
the exception of the small coterie that works on industrial
base issues, few in DoD were under much pressure to do
market research until the appointment of competition
advocates.

Response: While the DD350 database captures only
prime coniracix, it does capture many subcontractors.
since prime contractors are often subcontractors as well,
even in the case of major systems such as the Northrop
subcontract to McDonnell Douglas on the F/A-18 pro-
gram. In the shipbuilding industry, to cite a second
example, manufacturers may supply fittings under sub-
contract to a building yard such as Bath Iron Works and
sell the same items directly to a field contracting activity
such as the Navy Ships Parts Control Center in Mcctm-
nicsburg, Pennsylvania, or a naval shipyard. In the case
of Northrop, the manufacturer is a subcontractor and
will be invisible to the DD350 database; in the shipbuild-
ing case, though, the same manufacturer is a prime and a
subcontractor and will show up in the database,4
Moreover, such dual roles are likely to become increas-
ingly common as greater numbers of original manufac-
turers once again become direct suppliers, thanks to the
DoD breakout program.

Economists have long recognized that the prospect of
competition (potential competition) can have a depress-
ing effect on a contractor's pricing behavior, regardless of
whether actual competition occurs, Potential competi-
tion changes marketplace conditions to the short-term
benefit of the buyer and in effect results in a competitive
contract, even though not reported as such. Because the
contract reporting system fails to reflect potential compe-
tition, it may have a bias toward underreportingcompcti-

4JacqitesS, Gansler, The Defense Induslry (Cambridge, MA:
MIT Press, 1986), p. 3, also notes thai a prime contractor in one
hard goods line may be a subcontractor in another line.
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